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 Overview of WA PTAC 
 



Washington PTAC Program 
The Procurement Technical Assistance Center assists 

Washington State businesses in selling to federal, state and 

local governments.   

• Finding opportunities to bid 

• Interpreting solicitations and regulations 

• Certifications & registrations 

• Marketing to government buyers 

      …and much more 

 

We provide these services through: 

• Workshops 

• One-on-one Counseling Sessions 

• Matchmaking events 

• Optional Bid Match service (fee-for service) 
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Washington PTAC Program 
• PTAC funds are discretionary and allocated each year by 

Congress in the Defense Appropriations Bill.   

• The Department of Defense, Defense Logistics Agency enters 

into cooperative agreements with PTAC across the United 

States.   

• Matching funds are provided by Thurston EDC and its sub-

centers.  

• There are 93 PTACs in US employing 400 counselors 

• 11 Counselors in Washington 
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 Basics of Federal 
Contracting 



Why Government Contracting? 
 
• Washington State is home to a significant amount of 

government contracting opportunities 
 

• Business diversification is good 
 

• There are provisions in the federal marketplace that make it 

easier for small and small disadvantaged firms to compete 
 

• Federal agencies have goals to award contracts to small 

businesses and other socieo-economic groups 
 

• Federal Government pays within 30 days of proper invoice 
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Why not government contracting?

Difficult to navigate
More regulations than in private sector
Higher risks for not performing
Government is a demanding customer
Cash flow considerations




Quiz Time! 
 

Which of the following is purchased by the 

federal government? 

 a) Organist Services 

 b) Dirt Bike classes 

 c) Star Wars wall stickers 

 d) Aerobatic Stunt Flying Comedy 

      Acts 

 e) all of the above 
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 Getting Registered 



Getting Registered to Sell 
 
 
Register your business at www.sam.gov for FREE! 
Contact a PTAC counselor for a guide to help you 
register.  
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http://www.sam.gov/


Getting Registered to Sell 
Dynamic Small Business Search/SBA Profile: 
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 Market Research 



Federal Procurement Thresholds 
The dollar value of a buy influences how it is procured.  
 
• $0 – micro purchase threshold – Direct buy. No competition 

  required. Purchases often made with a government 

  purchase card. Varies. 
 

• Micro purchase threshold - $25,000 – Request for Quote          

    (3+ quotes by phone or in writing) 
 

• $25,000 +  – Must be posted on www.fbo.gov 
 

Micro purchase threshold- $150,000 – Automatically set aside for 

small business unless exception can be found (i.e. emergency) 
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Does government buy what I sell? 
 
 
• FBO.gov – What government has bought in the past,                           

what they are buying now 
 

• USASpending.gov and FPDS.gov  – What government has 
bought from in the past, who they’ve purchased from.  
 

• Agency Forecasts – What agencies hope to buy in the 
future 
 

• Who is registered to sell to government?  www.sam.gov and 

http://dsbs.sba.gov 
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http://www.usaspending.gov/
https://www.fpds.gov/fpdsng_cms/https:/www.fpds.gov/fpdsng_cms/
http://www.sam.gov/
http://dsbs.sba.gov/


Finding Opportunities 
www.fbo.gov  
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Demonstration videos 

Federal Agency Business Forecasts 

User Guides 

Log on & 
create search 

agent 

http://www.fbo.gov/


What’s Not Here? 
 
• Credit Card purchases & small dollar RFQ 

•  Emergency purchases 

•  GSA Schedules www.gsa.gov  

• Defense Logistics Agency www.dla.mil  

• www.fedbid.com    

•  Other websites / local government 

 DIBBS (Manufacturers) 

 http://www.fs.fed.us/gpnf/purchasing/ 

•      Subcontracting opportunities 
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 Competitive Advantage 



Competitive Advantage 
Is my business small? 
 A small business is not dominant 
 in its field of operation and 
 qualifies as a small business 
 concern under 13 CFR 121.201 

 
www.sba.gov/size, see table of small 
business size standards  

 
• Construction: $33.5 million       
• Consulting: $7 million 
• Manufacturing: 500 employees 
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Competitive Advantage 
 
Federal gov has goals to purchase from small businesses: 
• 23% of all prime contracts for small business 
• All contracts between purchase card threshold and $150,000 

are automatically set aside for small businesses. 
 
Socioeconomic Minimum Goals: 
• 5% of contracts for small disadvantaged businesses 
• 5% of contracts for woman owned small businesses 
• 3% for HUBZone Certified Firms 
• 3% for Service Disabled Veteran Owned Small Businesses 
• 8a Certification 
• High Disadvantaged Business Enterprise (DBE) goal for federally 

funded transportation work 
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Competitive Advantage 
 

What about subcontracts? 
• Small business and socioeconomic goals are passed 

down to large business Prime Contractors. They must 
submit a “subcontracting plan” outlining the percent they 
will sub out to socio-economic groups and small 
businesses. 

 
Example:  
 Mortenson Construction owned bid to build two 
 barracks on JBLM  ($19.9 million) 

• 70% of subcontracts set aside small business 
• 7% WOB 
• 9.8% Hubzone 
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 Next Steps 
 



Now what? 
 

Find Opportunities: 
 

• Federal - www.fbo.gov – register, set up “search 
agent” to email you. 

 
• Meet with a PTAC Counselor, attend events and 

workshops 
 
• Use PTAC’s Bid Match service 

• Searches 2,000 federal, state, and local 
government procurement sites daily 

• $135 annual subscription fee, 30 day free trial 
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Marketing Strategy 
 

• Create a Capability Statement  
     For Federal buyers, include DUNS, CAGE, NAICS codes,   
     socieo- economic status, etc. 
 

• Visit small business specialists, buyers, and end users  
http://www.osdbu.gov/offices.html  
 

• Determine Procurement Cycles 
 

• Look at agency forecasts/budgets 
 

• Attend trade shows and events 
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WELCOME 
 

Making the Most of Alliance 2010 

Your WA PTAC Team 
 

 
 
 

Tiffany Scroggs 
Program Director 

 

Stephanie Scott & John Tamble 
Thurston EDC 

 

Tom Westerlund 
Bates Technical 

 College 

 

Darrell Sundell 
Highline Community  

College 

 

Kathy Cocus, Mary Jo Juarez, & Theresa Mangrum 
Kitsap Economic Development Alliance 

 

Jean Hales 
Economic Alliance 
Snohomish County 

 

Leslie Miller  
Greater  

Spokane Inc. 

 

Ashley Coronado 
Tri City Regional 

Chamber  
of Commerce 

 

Carroll Bernard 
Greater Vancouver 

Chamber 

 

Presenter
Presentation Notes
The PTAC team is dedicated to creating value for the small businesses.  If you need additional support, reach out to us.  Also, if you have ideas on how we can improve Alliance for next year, we’ll take those to the planning committee!



 Questions, Comments, 
Discussion? 

 
Stephanie Scott - sscott@thurstonedc.com - 360-754-6320 

 
www.washingtonptac.org  

 
 

mailto:sscott@thurstonedc.com
http://www.washingtonptac.org/
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